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Before Paymaster 
it was the same old song and dance. 


I’ve been through it. You've been through it. You whip out the charts, 
run through the numbers, tap dance and whistle “Dixie”. 
And the guy still isn’t interested. 
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You know, it might not be your fault. Try offering him a product like 
Wisconsin National Life’s new Paymaster. It might bring a different reaction 
It’s the insurance/savings plan that’s presently paying 7.50%, tax-deferred 
Mention that and you can bet he’ll be listening when you get to numbers 


like these: 


A 30 year old male with an axnual premium of $600 can recetve $63,814" at age 
65, based on 7.50% current interest rate. That means $42,814 more than the 
$21,000 total premiums paid — $42,814 that is tax-deferred until withdracon 
*Less State Premium Tax, if any 


Go ahead. Read out loud, like you’ re talking to a prospect. 
Sounds pretty good, doesn’t it. 


If you like the sound of products like that, plus a sure-fire audio-visual 
sales program that is geared into the women’s and juvenile markets, 
then you're ready for the rest of the story. 


Want to build an agency? New in’79: Master Builders Club, multi-level 
commission schedules, fast policy issue, annual conventions for you and 
your associates at the best spots around. 

Want more? Contact our Sales Vice President, Don Sheehan, 

CLU, by calling Toll-free 1-800-558-0244. 
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C'MON 

ABOARD IN 

Arizona, Arkansas, 

Colorado, idaho, lili- 

nois, Indiana, lowa, 

Kansas, Minnesota, Mis- 

souri, Montana, Nebraska. 

New Mexico, North Dakota, 

Oklahoma, Oregon, South Da- 

kota, Texas, Utah, Washington 
Wyoming. 


CALL 

OR WRITE 
Lincoin Benefit Life 
P.O. Box 80469 


C. T. “Cemy” Young 


President (402) 475-4061 








JUMP INTO THE BIG, | 
BIGGER, BIGGEST 


Lincoln, Nebraska 68501 


uncon Derefit LIFE 


(A Where BENEFIT is more than a middle name 


PRODUCTION 


OF YOUR 
LIFE WITH 


RISILIFlS 


RETIRED LIVES 
RESERVE PLUS 
OUTSTANDING 
PORTFOLIOS 
OF LIFE, 
DISABILITY, 
RETIREMENT. 
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Our 80th Year of Service 


Our Nation's 203rd. 


Today we have over $3.9 billion of 
insurance in force and assets of over 
$581.7 million. And that means 
security and protection for more than 
two million Policyholders. That 
comes through personalized service 
from over 1,600 Agents in 150 offices 

. in Virginia, North Carolina, 
Maryland, Tennessee, Delaware, 
West Virginia, and the District of 
Columbia. That’s Home Beneficial 
Life. 


HOME BENEFICIAL LIFE 


INSURANCE COMPANY - 


RICHMOND, VIRGINIA 
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Approved Insurance Courses 
For Home Study 
SINCE 1937 
Using up-to-date comprehensive texts 


for all lines—plus one day grading 
services. 


Our objective is to help you pass 
agents qualifying examinations, and to 
know what you are talking about. 


PIVER SCHOOLS 


Box 22339, San Francisco, CA 94122 
(415) 731-3682 











Claims Manager 
$22,000. Two or more years claims management 
experience plus systems and operations knowhow. 
Group Rating Supervisor 
$17,000. Two to three years underwriting and 
rating experience; supervisory and analytical skills 
required 
Assistant Manager, Policy Services 
316,000. Two or more years life administration, 
some supervisory background. Degree preferred. 
For Confidentiai Career Assessment, call 
Marky Moore, Seattle (206) 623-6790 
MURPHY, SYMONDS & STOWELL 
Suite 1200, 2200 Sixth Avenue 
Seattle, = 98121 


Ly Bi UREOY, S Poland AY 224-8870 — 
& STOWELL 
“Suite 710, wir ow A, Avenue 
Portland, Oregon 97204 
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clients’ fire insurance coverage to keep pace 
with inflation. But many of us still are 
reluctant to mention ‘inflation’ to our life 
insurance clients. 


“To adequately fill our clients’ needs, we 
must hit inflation head on. We need to 
inform our policyholders of the effect infla- 
tion has had on their life insurance pro- 
grams.” 


EO GUENZBURGER, CLU, an agent 

for Business Men’s Assurance Com- 

pany of America in Springfield, Illinois, is 

one of his company’s All-Star producers 

and a seven consecutive year member of 

the MDRT. He comments on one aspect of 
estate planning: 


“I do a lot of estate planning and often 
you find the attorney or the accountant will 
shoot you down. As a matter of survival, I 
work with them because I need their ex- 
pertise. Many times I will say to a client, 
‘OK, let’s get together with your attorney 
or accountant.’ (If he doesn’t have one, I 
have some I can suggest.) I sell myself into 
the team. 


“When I go with a client to see an at- 
torney, it’s pretty hard for the attorney to 
say, ‘Hey, we don’t need him.’ Also, I’m 
there as the client’s representative, looking 
out for his interests. The client appreciates 
this. It has worked very well for me.” 
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Rough Notes’ THE INSURANCE SALESMAN 





